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PFR Advisors — 10 Innovative Campaign Strategies
Context

¢ What does the company offer?
PFR Advisors delivers full-service financial planning for businesses and individuals-
retirement plans, insurance, business succession, and personal wealth strategies-all with
a boutique, highly personalized approach.

e What does the company’s target audience struggle with?
e Confusing, fragmented financial advice
e Lack of time/expertise to set up or optimize retirement and insurance plans
e Low employee engagement in benefits
e Uncertainty about compliance, fiduciary risk, and future planning
e Recent signals:
e Job postings for HR/Finance roles (indicating growth or turnover)
e Outdated or generic benefits pages on company websites
e Low Glassdoor ratings mentioning poor benefits
e Mergers/acquisitions or leadership changes
¢ Announcements of new office locations or expansions
1. Strategy: “Benefits Blindspot” Audit Blitz
e Target Audience: SMB owners, HR directors, CFOs

¢ Pain Point: Not knowing where their benefits and retirement plans fall short vs.
competitors

e Messaging Hook: “Want to see how your benefits stack up? Most companies have
hidden gaps costing them talent.”

e Outreach Channel:

1. LinkedIn DM (personalized with recent company news)
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2. Follow-up email with a 1-page audit offer

3. Phone call referencing the audit invite

2. Strategy: “Executive Roundtable” Micro-Event

Target Audience: Business owners, executives in professional services
Pain Point: Isolation in decision-making, uncertainty about best practices

Messaging Hook: “Join 5 local execs for breakfast-share what’s working (and what’s not)
in benefits and succession planning.”

Outreach Channel:
1. Personalized invite via LinkedIn
2. SMS reminder

3. Handwritten follow-up note

3. Strategy: “Glassdoor Rescue” Campaign

Target Audience: Companies with low Glassdoor ratings for benefits
Pain Point: Losing talent due to poor or misunderstood benefits

Messaging Hook: “Your Glassdoor reviews say benefits are a problem. Let’s fix that fast
and boost morale.”

Outreach Channel:

1. Email to HR/CEO referencing specific Glassdoor feedback

2. LinkedIn DM

3. Video message with quick-win suggestions

4, Strategy: “Succession Stress Test” Offer

Target Audience: Owners nearing retirement, family businesses
Pain Point: Anxiety about business continuity and legacy

Messaging Hook: “What happens to your business if you step away? Our 15-min Stress
Test reveals your blind spots.”
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e Outreach Channel:
1. Direct mail (simple checklist)
2. Follow-up call
3. LinkedIn message
5. Strategy: “Al-Powered Plan Optimizer” Demo
o Target Audience: CFOs, HR, controllers at growing companies
e Pain Point: Outdated, inefficient retirement or insurance plans
e Messaging Hook: “See how Al can save you 20% on plan costs-no strings attached.”
e Outreach Channel:
1. LinkedIn InMail
2. Email with demo link
3. SMS for scheduling
6. Strategy: “Benefits Launchpad” for Startups
o Target Audience: Startups scaling from 10-50+ employees
e Pain Point: Setting up first-time benefits, avoiding costly mistakes

e Messaging Hook: “Launching benefits? Don’t let rookie mistakes drain your runway-get
a Launchpad session.”

e Outreach Channel:
1. Warm intro via startup community Slack/Discord
2. Email with checklist
3. LinkedIn follow-up
7. Strategy: “Hidden Fees Finder” Challenge
o Target Audience: Companies with existing 401(k) or insurance plans

e Pain Point: Unseen fees eating into returns
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e Messaging Hook: “We find hidden fees in 87% of plans-how much are you losing?”
e Outreach Channel:
1. Email with “fee finder” quiz
2. Linkedin DM
3. Phone call with results
8. Strategy: “Employee Engagement Pulse” Survey
o Target Audience: HR leaders, people ops
e Pain Point: Low participation in benefits, unclear employee needs

e Messaging Hook: “Get a free engagement pulse-see what your team really thinks about
your benefits.”

e Outreach Channel:
1. LinkedIin DM
2. Email with survey link
3. Offer to review results by phone
9. Strategy: “M&A Benefits Risk Review”
o Target Audience: Companies in M&A, rapid growth, or restructuring
¢ Pain Point: Overlapping, conflicting, or non-compliant benefit plans
o Messaging Hook: “Merging? Don’t let benefits chaos derail your deal-get a Risk Review.”
e Outreach Channel:
1. Email to legal/finance/HR
2. LinkedIn message
3. Phone call
10. Strategy: “The 15-Minute Fiduciary Checkup”

e Target Audience: Plan sponsors, business owners
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e Pain Point: Fear of legal/compliance mistakes

e Messaging Hook: “You can spot 3 common fiduciary risks in just 15 minutes-let’s do a
quick checkup.”

e Outreach Channel:
1. Linkedin DM
2. Email with calendar link
3. SMS reminder
Messaging Hook Examples (Plain Language):
¢ “Most companies have hidden gaps in their benefits-want to see yours?”
o “Let’s fix your Glassdoor benefits reviews and keep your best people.”
¢ “Launching benefits for the first time? We’ll make sure you don’t mess it up.”
e “How much are hidden fees costing your team? Take our quick quiz.”
o “Merging companies? Don’t let benefits chaos ruin your deal.”
e “You can spot 3 big legal risks in your plan in 15 minutes-want to see how?”

These strategies blend Al, personalization, and pain-point targeting-using multi-channel,
sequenced outreach to maximize attention and response, as recommended by leading sales
experts and current B2B trends.



